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FORM ADV Applicant: Superior Planning, Inc. SEC File Number: Date:
Part IT - Page 2 $01- 04/07/2006

1. A. Advisory Services and Fees. (check the applicable boxes) For each type of service provided, state the
approximate % of total advisory billings from

Applicant: that service. (See instruction below.)

| |(1)  Provides investment SUPEIVISOTY SEIVICES .....iuuiueriueitieiiieiiiei et %
: (2) Manages investment advisory accounts not involving investment supervisory Services..................... %
E (3)  Furnishes investment advice through consultations not included in either service described above... _5 %
] (4)  Issues periodicals about securities by SUDSCIIPLION ......cvevveeeiereeieiieiie ettt e e eee e %
] (5)  Issues special reports about securities not included in any service described above............cccecevcenee %
? (6)  Issues, not as part of any service described above, any charts, graphs, formulas, or other devices
o which clients may use t0 eValuate SECUTTLIES. ... .ectirtiiriieeiieitie ettt ettt ettt sbe e e eee S %
@ (7)  On more than an occasional basis, furnishes advice to clients on matters not involving securities... 80 %
[ ] (8)  Provides @ tIMING SEIVICE ....cc.ueiiuieeieriieeiiieiieerttteitestteetteeteeesttes e eesteestessatesubeansaesaeesnseensaenseenseesnnn s s %
E (9)  Furnishes advice about securities in any manner not described above...............ccccceeveverereeeeerenennn.. 10 %
(Percentages should be based on applicant’s last fiscal year. If applicant has not completed its first fiscal year,
provide estimates of advisory billings for that year and state that the percentages are estimates.)
Yes No

B. Does applicant call any of the services it checked above financial planning or some similar term? . . . . ...
C. Applicant offers investment advisory services for: (check all that_apply)
IEI (1) A percentage of assets under management |:| (4)  Subscription fees

(2) Hourly charges |:| (5) Commissions

(3) Fixed fees (not including subscription fees) |:| (6)  Other

D. For each checked box in A above, describe on Schedule F:

* the services provided, including the name of any publication or report issued by the adviser on a subscription basis or for
a fee

¢ applicant’s basic fee schedule, how fees are charged and whether its fees are negotiable

* when compensation is payable, and if compensation is payable before service is provided, how a client may get a refund
or may terminate an investment advisory contract before its expiration date

2. Types of clients - Applicant generally provides investment advice to: (check those that apply)

@ A. Individuals IE E Trusts, estates, or charitable organizations

|:| B. Banks or thrift institutions IE F. Corporations or business entities other than those listed above
|:| C. Investment companies @ G. Other (describe on Schedule F)

@ D. Pension and profit sharing plans

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1)




FORM ADV Applicant: Superior Planning, Inc. SEC File Number: Date:
Part II - Page 3 801- 04/07/2006

3. Types of Investments. Applicant offers advice on the following: (check those that apply)

EEE] EEE] B EEE]

A. Equity securities @ H. United States government securities
(1) exchange-listed securities
(2) securities traded over-the-counter
(3) Foreign issuers

I.  Options contracts on:
(1) securities
(2) commodities

B. Warrants J.  Futures contracts on:

(1) tangibles
(2) intangibles

C. Corporate debt securities (other than commercial paper)

D. Commercial paper

E.  Certificates of deposit K. Interests in partnerships investing in:

F.  Municipal securities (1) real estate
(2) oil and gas interests

(3) other (explain on Schedule F)

=l El I El EI R EIE]

G. Investment company securities:
(1) variable life insurance

(2) variable annuities @ L. Other (explain on Schedule F)
(3) mutual fund shares

4. Methods of Analysis, Sources of Information, and Investment Strategies.

A. Applicant’s security analysis methods include: (check those that apply)
(1) [O] Charting @ [O] cyclical
(2) IEI Fundamental 5) |:| Other (explain on Schedule F)
3) IEI Technical
B. The main sources of information applicant uses include: (check those that apply)
(1) IEI Financial newspapers and magazines (5) |:| Timing services
2) |:| Inspections of corporate activities (6) IE' Annual reports, prospectuses, filings with the
3) IE Research materials prepared by others Securities and Exchange Commission
4 @ Corporate rating services ) @ Company press releases
(8) [O] Other (explain on Schedule F)
C. The investment strategies used to implement any investment advice given to clients include: (check those that apply)
(D IEI Long term purchases ®)] IEI Margin transactions
(securities held at least a year)
2) @ Short term purchases (6) @ Option writing, including covered options,
(securities sold within a year) uncovered options or spreading strategies
3) @ Trading (securities sold within 30 days) @) @ Other (explain on Schedule F)
4) [O] Short sales

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1)




FORM ADV Applicant: Superior Planning, Inc. SEC File Number: Date:
Part II - Page 4 801- 04/07/2006

5.

Education and Business Standards.

Are there any general standards of education or business experience that applicant requires of those involved in Yes No

determining or giving investment advice to ClIENtS? ..........cooiiiiiiiiiiiiiiiii i

(If yes, please describe these standards on Schedule F)

Education and Business Background.

For:

¢  each member of the investment committee or group that determines general investment advice to be given to clients, or
¢ if the applicant has no investment committee or group, each individual who determines general investment advice

clients (if more than five, respond only for their supervisors)
¢ each principal executive officer of applicant or each person with similar status or performing similar functions.

On Schedule F, give the:
* name ¢  formal education after high school

*  year of birth *  business background for the preceding five years

Other Business Activities. (check those that apply)

@ A. Applicant is actively engaged in a business other than giving investment advice.
@ B. Applicant sells products or services other than investment advice to clients.
IEI C.  The principal business of applicant or its principal executive officers involves something other than providing

investment advice.

(For each checked box describe the other activities, including the time spent on them, on Schedule F.)

Other Financial Industry Activities or Affiliations. (check those that apply)
|:| A. Applicant is registered (or has an application pending) as a securities broker-dealer.

|:| B. Applicant is registered (or has an application pending) as a futures commission merchant, commodity pool operator
or commodity trading adviser.
@ C. Applicant has arrangements that are material to its advisory business or its clients with a related person who is a:

IEI (1) broker-dealer |:| (7) accounting firm

|:| (2) investment company |:| (8) law firm

@ (3) other investment adviser @ (9) insurance company or agency
|:| (4) financial planning firm |:| (10) pension consultant

|:| (5) commodity pool operator, commodity trading |:| (11) real estate broker or dealer
adviser or futures commission merchant

|:| (6) banking or thrift institution |:| (12) entity that creates or packages limited partnerships

(For each checked box in C, on Schedule F identify the related person and describe the relationship and the arrangements.)
Yes No

D. Is applicant or arelated person a general partner in any partnership in which clients are solicited to invest?..

(If yes, describe on Schedule F the partnerships and what they invest in.)

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1)




FORM ADV Applicant: Superior Planning, Inc.

Part II - Page S

SEC File Number:

801-

Date:
04/07/2006

9.

Participation or Interest in Client Transactions.

Applicant or a related person: (check those that apply)

|:| A. As principal, buys securities for itself from or sells securities it owns to any client.

IEI B. As broker or agent effects securities transactions for compensation for any client.

|:| C. Asbroker or agent for any person other than a client effects transactions in which client securities are sold to or

bought from a brokerage customer.

|:| D. Recommends to clients that they buy or sell securities or investment products in which the applicant or a related

person has some financial interest.

@ E. Buys or sell for itself securities it also recommended to clients.

(For each box checked, describe on Schedule F when the applicant or a related person engages in these transactions and
what restrictions, internal procedures, or disclosures are used for conflicts of interest in those transactions.)

Describe, on Schedule F, your code of ethics, and state that you will provide a copy of your code of ethics to any client or

prospective client upon request.

10. Conditions for Managing Accounts. Does the applicant provide investment advisory services, manage Yes No
investment advisory accounts or hold itself out as providing financial planning or some similarly termed

services and impose a minimum dollar value of assets or other condition for starting or maintaining an

account?

(If yes, describe on Schedule F)

11.

Review of Accounts. If applicant provides investment supervisory services, manages investment advisory account,
or holds itself out as providing financial planning or some similarly termed services:

A. Describe below the reviews and reviewers of the accounts. For reviews, include their frequency, different levels, and
triggering factors. For reviewers, include the number of reviewers, their titles and functions, instructions they receive
from applicant on performing reviews, and number of accounts assigned each.

See Schedule F

B. Describe below the nature and frequency of regular reports to clients on their accounts.

See Schedule F

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1)




FORM ADV Applicant: Superior Planning, Inc. SEC File Number: Date:
Part II - Page 6 801- 04/07/2006

12.

Investment or Brokerage Discretion.

A. Does applicant or any related person have authority to determine, without obtaining specific client consent, the:

C INO
(1) securities to be BOUZht OT SOLA? .....ceuuiiiiiiiiiieiee ettt et ettt st se et e e e s

Yes No

(2) amount of securities to be bOught OF SOIA? ......cc.eeieiieieie e ere e e s
Yes No

(3) Dbroker or dealer t0 DE USEA?  ..ocoiiiiiiiiiiciicee ettt ettt ettt et baeaae e

Yes No

(4)  COMMISSION TAES PAIA? ..eeviieiiiieieitie e etiettiettetteetteste et eae et e et e e e s esaeseesaessesssessesssensesseanseeseansenneensenn

es No
B. Does applicant or a related person suggest brokers to ClIENtS? ...........ecueeeeierieiiereeriere e
For each yes answer to A describe on Schedule F any limitations on the authority. For each yes to A(3), A(4)
or B, describe on Schedule F the factors considered in selecting brokers and determining the reasonableness
of their commissions. If the value of products, research and services given to the applicant or a related

person is a factor, describe:

¢ the products, research and services

¢ whether clients may pay commissions higher than those obtainable from other brokers in return for those products
and services

whether research is used to service all of applicant's accounts or just those accounts paying for it; and

i any procedures the applicant used during the last fiscal year to direct client transactions to a particular broker in
return for product and research services received.

13.  Additional Compensation.
Does the applicant or a related person have any arrangements, oral or in writing, where it:
A.  ispaid cash by or receives some economic benefit (including commissions, equipment or non-research Yes No
services) from a non-client in connection with giving advice toclients? .. ............ ... ... .. .....
Yes No
B.  directly or indirectly compensates any person for client referrals?. ......... ... ... ... .. .. .. ...
(For each yes, describe the arrangements on Schedule F.)
14.

Balance Sheet. Applicant must provide a balance sheet for the most recent fiscal year on Schedule G if applicant:

. has custody of client funds or securities (unless applicant is registered or registering only with the
Securities and Exchange Commission); or

. requires prepayment of more than $500 in fees per client and 6 or more months in advance
Yes No
Has applicant provided a Schedule G balance Sheet?..........ccooevieiiiiieieeie e

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1)




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form
(identify)

Answer

Part Il

The applicant provides several types of advisory services both investment related

1.A(3) (6) (7) (9) |and not relating to investments as listed and described below. Specifics of the

agreement reached between Superior Planning, Inc. and each client are formalized
by both parties signing an Engagement Letter.

Personal Life/Wealth Coaching

The broad-based, custom plan begins with the gathering of pertinent information
from the client regarding their lifestyle, portfolio and legacy planning. It usually
includes such items as cash flow reports, tax returns, investments, retirement plans,
life insurance, business assets, business agreements, estate plans and trusts. An
analysis of the information is done based on each client's specific vision and values
in the form of financial goals and objectives.

The proprietary system used, called The Superplan® Program, is a three stage,
evolutionary process for independent families intent on realizing their family vision
- Beyond Financial Security.

Step one - Focus - Superplan® Discovery, consists of present position reports and
inventories designed to assess the dangers at hand and the opportunities and
strengths available for making progress toward stated goals.

Step two - Decide - Superplan® Strategy, facilitates a comparison of viable
alternatives for strategic decision-making leading to an action plan.

Step three - Act - Superplan® Implementation, lists implementation action items and
confirms the accuracy and completion of actions taken. This stage also provides
periodic follow up by reporting progress, analyzing results and adapting the plan
accordingly

This three stage systematic approach, once established, is evolutionary and can be
continually revised and updated as the dynamics of the client situation dictates.

The pricing of The Superplan® Program is determined by mutual agreement between
each client and the applicant and is negotiable. Based upon the information received
from the client, the applicant will quote an initial fee to the client prior to
engagement. The fee may be a definite sum or a threshold plus an additional charge
based upon the complexity of the client situation. Either party may cancel the
agreement and in such an event the client will receive a full refund of the fee within
five business days of engagement. Thereafter, fees paid will be used to offset the
applicant's efforts with any balance refunded to the client.

(Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form
(identify)

Answer

Part Il
1.A(3) (6) (7) (9)
Cont.

Regular periodic reviews and updates beyond the initial year are also available as a
new and separate annual service to reassess the goals, progress and circumstances
to date and into the future. The process may also include special projects as
required and/or ongoing interaction with other professionals.

The pricing and terms for optional ongoing services is also determined by mutual
agreement between each client and the applicant, and formalized by an Engagement
Letter.

Surviving Spouse Life/Wealth Coaching

The Widows Bridge® Program is a three step two-year exercise for family leaders
transitioning between the loss of a spouse and a clearly planned future. The process
helps those facing this dilemma to control their income, protect their family, and to
enhance their personal independence.

Step One - Stabilize - We focus on clarifying the general tasks every surviving
spouse faces, enhancing the confidence of the surviving spouse by identifying their
specific circumstances, and then prioritizing their pertinent issues they face.

Step Two - Plan - With step one information and experience and the passage of
time, the surviving spouse is empowered to begin to follow their vision of their
family's future and establish a strategy for goal attainment.

Step Three - Operate - Developing and implementing those special action items
that lead toward goal attainment measurably progress and adapting to change in
plans.

The primary pricing for the Widows Bridge® Program is determined by mutual
agreement between each client and the applicant and is negotiable. Based upon the
information received from the client, the applicant will quote an initial fee to the
client prior to engagement. The fee may be a definite sum or a threshold plus an
additional charge based upon the complexity of the client situation. Either party
may cancel the agreement and in such an event the client will receive a full refund of
the fee within five business days of engagement. Thereafter, fees paid will be used
to offset the applicant's efforts with any balance refunded to the client.

Regular periodic reviews and updates beyond the initial year are also available as a
new and separate annual service to reassess the goals, progress and circumstances
to date and into the future. The process may also include special projects as
required and/or ongoing interaction with other professionals.

The pricing and terms for optional ongoing services is also determined by mutual
agreement between each client and the applicant, and formalized by an Engagement
Letter.

(Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form
(identify)

Answer

Part Il
1.A(3) (6) (7) (9)
Cont.

Business-Personal Life/Wealth Coaching

The Family Office ProgramsM is a three element oversight platform for
entrepreneurial family leaders to manage the dangers and opportunities their family
businesses face that affect their personal financial life plan. The comprehensive
program follows the three element approach of organizing, scheduling and
managing, specific duties.

Element One - Organize - Focus on gathering and categorizing a dynamic inventory
of identified responsibilities to be included in the program.

Element Two - Schedule - Involves establishing a running calendar of events and
actions to be used as a scheduling, monitoring and execution device that will
facilitate fulfilling the identified responsibilities.

Element Three - Manage - The performing, monitoring and documenting of family
business activities uitlizing other family advisor's (e.g. CPA's, attorneys etc.) in order
to realize the families personal financial life plan.

The Family Office Program®™ includes regular periodic meetings along with the
production, maintenance and updating of The Family Office Programs Binder, that
will be used as the guidebook for program delivery.

The initial fee for The Family Office Programs" is determined by mutual agreement
between each client and the applicant and is negotiable. Based upon the information
received from the client, the applicant will quote an initial fee to the client prior to
engagement. The fee may be a definite sum or a threshold plus an additional charge
based upon the complexity of the client situation. Either party may cancel the
agreement at any time and in such an event, the client will receive a full refund of
the fee within five business days of engagement. Thereafter, fees paid will be used
to offset the applicant's efforts with any balance refunded to the client.

Regular periodic reviews and updates beyond the initial year are also
available as a new and separate annual service to reassess the goals, progress
and circumstances to date and into the future. The process may also include
special projects as required and/or ongoing interaction with other
professionals.

The pricing and terms for optional ongoing services is also determined by
mutual agreement between each client and the applicant, and formalized by
an Engagement Letter.

(Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form
(identify)

Answer

Part Il
1.A(3) (6) (7) (9)
Cont.

Part Il

1.A(9

Part 1l -2.G.
Part Il - 3.K.(3.)
Part 1l - 3.L
Part Il - 4.B.(8.)

Project Based Business-Personal Life/Wealth Coaching

and Administration

The applicant also provides project specific assistance in matters such as
trustee responsibility and transaction support, and estate settlement support.
Services rendered and reports delivered are determined on a case-by-case
basis for each project.

The pricing and terms for such projects are also determined by mutual
agreement between the client and the applicant and are negotiable. Based
upon the information received from the client, the applicant will quote an initial fee
to the client prior to engagement. The fee may be a definite sum or a threshold plus
an additional charge based upon the complexity of the client situation and
formalized in an Engagement Letter.

The Engagement Letter also discloses conflicts of interest; restrictions; and
procedures. These include securities, insurance and other financial products
offered at no obligation to the advisory client; services are limited to not
include accounting or legal functions; and, the procedure of distinguishing
planning services and products from implementation with securities and
other financial products is emphasized.

The applicant restricts the engagement of clients to those who see the value
of the process's and whose personal and financial situation warrants the fee.
Customarily, families who have engaged the firm have had a net worth in
excess of $2,000,000 and/or an annual income of $250,000 per year.

Guardians, Custodians and families.
The applicant may also provide investment advice concerning certain partnerships,
and limited liability companies' interests including, but not limited to, equipment

leasing and or any business or industry, which solicits investing on a tax advantaged
basis in order to fund its operations.

Investment advice may also be provided regarding public and private placement real
estate programs.

The Internet

(Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form

(identify) Answer

Part1l - 4.C.(7.) |Investment strategy decision-making is facilitated, as a normal course of action in
the wealth management process, by writing and adhering to client specific
investment policies. These investment policies are formalized by both parties
signing an Investment Policy Statement that takes into consideration the client's
specific time horizons, risk tolerances, tax implications, performance expectations,
asset allocation, and maintenance procedures.

Part Il - 5. The applicant requires those involved in giving investment advice have a minimum
of a bachelors degree and at least three years experience in the financial services
industry.

Partll - 6 Thomas, James F., Jr. (Buddy) - DOB October 1, 1946
Baldwin Wallace College, Berea, OH - B.A. 1976
College for Financial Planning, Denver, CO - CFP 1985
American College, Brywn Mawr, PA - CLU 1987
October, 1984 - Present - Superior Planning, Inc. President and

Senior Advisor
(Superior Planning, Inc., a California Corporation was formerly known as Superior
Planning, Inc. an Ohio Corporation, and James F. Thomas Jr. DBA Superior Planning a
Sole Proprietor)
Mewborn, Amy D. - DOB June 18, 1976
Valparaiso University, IN - B.S. 1997
October 2001 - Present - Superior Planning, Planning Officer
June 1997 - October 2001 - American Express Financial Advisors,
Financial Advisor/Paraplanner
CRD# 2889508
Part Il - Superior Planning, Inc. exists to enhance the lifestyle, portfolio and legacy of each
7 A B.C. associated family. It creates value for the community by providing personal life

wealth and business life wealth coaching to a limited clientele and encouraging
philanthropy. The advice is delivered through a series of proprietary programs and
may or may not be investment related.

The specific program applied is based upon each client's individual vision, values,
and goals in the form of long-term strategies; it typically includes advice on income,
gift and estate taxes, as well as the purchase, sale, retention or management of
various securities and non-securities assets. Individuals associated with the
applicant also offer for sale, at no obligation, life, disability and health insurance,
annuities, mutual funds, privately managed accounts, and participation in various
types of limited partnerships, pre-listed REITS and other equity participation such as
limited liability company interests.

(Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form

(identify) Answer
Part II Coaching and advice is currently delivered through the proprietary programs listed
7.A.B.C. below and customized to each individual client's needs and circumstances.
Cont.
1 - The Superplan® Program is described on Schedule F Part II 1.D.
2 - The Widow Bridge® Program is described on Schedule F Part II 1.D
3 - Family Office ProgramsM is described on Schedule F Part II 1.D.
Part Il Some individuals associated with the applicant are registered representatives of

8.C.(1)(3)(9)

Capital Analysts Incorporated, a NASD Registered Broker/Dealer and Registered
Investment Adviser. The local Office of Supervisory Jurisdiction is Pacific Southwest
Financial, Inc., located at 4275 Executive Square, Suite 900, La Jolla, CA 92037.

On a limited basis, the applicant also provides a fee based asset allocation service
utilizing, but not limited to SEI Corporation's portfolios and the SEI Family of Funds.
Participating investors appoint the applicant as their representative with a limited
discretionary authority to their account to effect exchanges between specific
investments utilized by this service. Participating investors authorize and limit the
applicant's power with respect to the investment account, to rebalance and/or
reallocate assets according to the strategic asset allocation model selected. This
limited discretionary power of attorney is a continuing power and, remains in full
force and effect until the agreement is canceled. Any such revocation shall not
affect any transaction initiated prior to such cancellation. For this service, the
applicant receives compensation as stipulated in separate individual client
agreements.

Superior Planning, Inc. may utilize the expertise of other Registered Investment
Advisors to assist in the process of establishing, reviewing and preparation of
investment advice for which there is no additional charge unless otherwise
stipulated and agreed upon by the client.

Clients are under no obligation to purchase investments or insurance through the
associated individuals and are free to choose the source through which to
implement investment advisory and insurance recommendations.

(Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of
FORM ADV

Applicant: SEC File Number: Date:
Superior Planning, Inc.

Continuation Sheet for Form ADV Part 11 801- 04/07/2006

(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other Schedules)

1. Full name of applicant exactly as stated in Item 1A of Part I of Form ADV: IRS Empl. Ident. No.:

Superior Planning, Inc.

Item of Form
(identify)

Answer

Part Il
8.C. (1)(3)(9)
Cont.

Part Il

9.B.E.

Part 1l -10
Part Il - 11. A.

Individuals associated with the applicant are also a licensed insurance agent in the
states of California, Ohio, Utah, Florida, Colorado, Texas, Nevada, Arizona, and
Pennsylvania.

Pacific Southwest Financial, Inc. provides general insurance agency services to
individuals related to the applicant.

Individuals associated with the applicant offers securities and investment advisory
service through Capital Analysts Incorporated, an NASD Registered Broker/Dealer
and Registered Investment Advisor, which may be considered a conflict of interest
to objective planning. Individuals related to the applicant may buy or sell securities
that it recommends to clients for itself.

The applicant discloses such conflicts of interest; restrictions; and
procedures. These include securities, insurance and other financial products
offered at no obligations to the advisory client; the limitation of services to
not include accounting or legal functions; and, the procedure of
distinguishing planning services and products from implementation with
securities and other financial products.

The applicant restricts the engagement of clients to those who see the value
of the process's and whose personal and financial situation warrants the fee.
Customarily, families who have engaged the firm have had a net worth in
excess of $2,000,000 and/or an annual income of $250,000 per year.

The applicant provides broad based wealth coaching, management, and disposition
advice for its clientele. This advice is based upon a proprietary process called the
The Superplan® Program, which addresses lifestyle, portfolio, and legacy planning
issues, individually and/or collectively.

The clients, at their option, may engage in initial or subsequent service of the
applicant for analysis, review and updating. Client investment portfolios are

generally invested for long term holding periods and do not require frequent

reviews. However, periodic reviews with the client are scheduled either at the
request of the client or advisor as necessary.

(Complete amended pages in full, circle amended items and file with execution page (page 1).
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Superior Planning, Inc.

Item of Form

Answer

(identify)
Part Il - 11. B.
Part Il
12. B.

Reviews are conducted regularly, or on demand by members of the advisor team.
Both individual position and portfolio reviews are conducted. Individual position
reviews are ongoing. Portfolio reviews are at least quarterly or at the clients request.

Clients may request periodic reviews and updating of their accounts at any time.
The review report may or may not contain investment advice regarding the clients
assets. Clients using related investment advisors and investment company
portfolios also receive regular statements of portfolio valuation and performance.
Clients may receive statements directly from related advisors and investment
companies.

Individuals associated with the applicant suggest their availability as registered
representatives of a NASD Broker Dealer and life and disability insurance agents but
also emphasize the unrestricted right of the client to decline to implement any
advice as well as the right of the client to select and use any broker dealer or
insurance agent they choose. Therefore, it is the right of the client to determine the
objectivity of the advice and the reasonableness of commissions to be paid.

The value of products, research and services is not a factor selection of a broker
dealer by the applicant.

(Complete amended pages in full, circle amended items and file with execution page (page 1).
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	Text13: 
	0: The applicant provides several types of advisory services both investment related and not relating to investments as listed and described below.  Specifics of the agreement reached between Superior Planning, Inc. and each client are formalized by both parties signing an Engagement Letter.
 
Personal Life/Wealth Coaching 
The broad-based, custom plan begins with the gathering of pertinent information from the client regarding their lifestyle, portfolio and legacy planning.  It usually includes such items as cash flow reports, tax returns, investments, retirement plans, life insurance, business assets, business agreements, estate plans and trusts.  An analysis of the information is done based on each client's specific vision and values in the form of  financial goals and objectives.  
 
The proprietary system used, called The Superplan® Program, is a three stage, evolutionary process for independent families intent on realizing their family vision - Beyond Financial Security.
 
Step one - Focus  - Superplan® Discovery, consists of present position reports and inventories designed to assess the dangers at hand and the opportunities and strengths available for making progress toward stated goals.  
 
Step two - Decide - Superplan® Strategy, facilitates a comparison of viable alternatives for strategic decision-making leading to an action plan.
 
Step three - Act - Superplan® Implementation, lists implementation action items and confirms the accuracy and completion of actions taken.  This stage also provides periodic follow up by reporting progress, analyzing  results and adapting the plan accordingly
 
This three stage systematic approach, once established, is evolutionary and can be continually revised and updated as the dynamics of the client situation dictates.
 
The pricing of The Superplan® Program is determined by mutual agreement between each client and the applicant and is negotiable. Based upon the information received from the client, the applicant will quote an initial fee to the client prior to engagement.  The fee may be a definite sum or a threshold plus an additional charge based upon the complexity of the client situation.  Either party may cancel the agreement and in such an event the client will receive a full refund of the fee within five business days of engagement.  Thereafter, fees paid will be used to offset the applicant's efforts with any balance refunded to the client.
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	Text9: Superior Planning, Inc.
	Text10: 
	Text14: Part II
1.A(3) (6) (7) (9)Cont.
	Text15: Regular periodic reviews and updates beyond the initial year are also available as a new and separate annual service to reassess the goals, progress and circumstances to date and into the future.  The process may also include special projects as required and/or ongoing interaction with other professionals.
 
The pricing and terms for optional ongoing services is also determined by mutual agreement between each client and the applicant, and formalized by an Engagement Letter.
 
Surviving Spouse Life/Wealth Coaching
The Widows Bridge® Program is a three step two-year exercise for family leaders transitioning between the loss of a spouse and a clearly planned future.  The process helps those facing this dilemma to control their income, protect their family, and to enhance their personal independence.
 
Step One  - Stabilize  - We focus on clarifying the general tasks every surviving spouse faces, enhancing the confidence of the surviving spouse by identifying their specific circumstances, and then prioritizing their pertinent issues they face.
 
Step Two  - Plan  - With step one information and experience and the passage of time, the surviving spouse is empowered to begin to follow their vision of their family's future and establish a strategy for goal attainment.
 
Step Three  - Operate  - Developing and implementing those special action items that lead toward goal attainment measurably progress and adapting to change in plans.
 
The primary pricing for the Widows Bridge® Program is determined by mutual agreement between each client and the applicant and is negotiable. Based upon the information received from the client, the applicant will quote an initial fee to the client prior to engagement.  The fee may be a definite sum or a threshold plus an additional charge based upon the complexity of the client situation.  Either party may cancel the agreement and in such an event the client will receive a full refund of the fee within five business days of engagement.  Thereafter, fees paid will be used to offset the applicant's efforts with any balance refunded to the client.
 
Regular periodic reviews and updates beyond the initial year are also available as a new and separate annual service to reassess the goals, progress and circumstances to date and into the future.  The process may also include special projects as required and/or ongoing interaction with other professionals.
 
The pricing and terms for optional ongoing services is also determined by mutual agreement between each client and the applicant, and formalized by an Engagement Letter.
	Text16: Part II
1.A(3) (6) (7) (9)Cont.
	Text17: Business-Personal Life/Wealth Coaching
The Family Office ProgramSM is a three element oversight platform for entrepreneurial family leaders to manage the dangers and opportunities their family businesses face that affect their personal financial life plan.  The comprehensive program follows the three element approach of organizing, scheduling and managing, specific duties. 
 
Element One  - Organize  - Focus on gathering and categorizing a dynamic inventory of identified responsibilities to be included in the program.
 
Element Two  - Schedule  - Involves establishing a running calendar of events and actions to be used as a scheduling, monitoring and execution device that will facilitate fulfilling the identified responsibilities.
 
Element Three  - Manage  - The performing, monitoring and documenting  of family business activities uitlizing other family advisor's (e.g. CPA's, attorneys etc.) in order to realize the families personal financial life plan. 
 
The Family Office ProgramSM includes regular periodic meetings along with the production, maintenance and updating of The Family Office ProgramSM Binder, that will be used as the guidebook for program delivery.
 
The initial fee for The Family Office ProgramSM is determined by mutual agreement between each client and the applicant and is negotiable. Based upon the information received from the client, the applicant will quote an initial fee to the client prior to engagement.  The fee may be a definite sum or a threshold plus an additional charge based upon the complexity of the client situation.  Either party may cancel the agreement at any time and in such an event, the client will receive a full refund of the fee within five business days of engagement.  Thereafter, fees paid will be used to offset the applicant's efforts with any balance refunded to the client.
 
Regular periodic reviews and updates beyond the initial year are also available as a new and separate annual service to reassess the goals, progress and circumstances to date and into the future.  The process may also include special projects as required and/or ongoing interaction with other professionals.
 
The pricing and terms for optional ongoing services is also determined by mutual agreement between each client and the applicant, and formalized by an Engagement Letter.
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	Text19: Project Based Business-Personal Life/Wealth Coaching
and Administration 
The applicant also provides project specific assistance in matters such as trustee responsibility and transaction support, and estate settlement support.  Services rendered and reports delivered are determined on a case-by-case basis for each project.  
 
The pricing and terms for such projects are also determined by mutual agreement between the client and the applicant and are negotiable. Based upon the information received from the client, the applicant will quote an initial fee to the client prior to engagement.  The fee may be a definite sum or a threshold plus an additional charge based upon the complexity of the client situation and formalized in an Engagement Letter.
 
The Engagement Letter also discloses conflicts of interest; restrictions; and procedures.  These include securities, insurance and other financial products offered at no obligation to the advisory client; services are limited to not include accounting or legal functions; and, the procedure of distinguishing planning services and products from implementation with securities and other financial products is emphasized.
 
The applicant restricts the engagement of clients to those who see the value of the process's and whose personal and financial situation warrants the fee.  Customarily, families who have engaged the firm have had a net worth in excess of $2,000,000 and/or an annual income of $250,000 per year.
 
Guardians, Custodians and families.
 
 
The applicant may also provide investment advice concerning certain partnerships, and limited liability companies' interests including, but not limited to, equipment leasing and or any business or industry, which solicits investing on a tax advantaged basis in order to fund its operations.
 
 
Investment advice may also be provided regarding public and private placement real estate programs.
 
 
The Internet 
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	Text21: Investment strategy decision-making is facilitated, as a normal course of action in the wealth management process, by writing and adhering to client specific investment policies.  These investment policies are formalized by both parties signing an Investment Policy Statement that takes into consideration the client's specific time horizons, risk tolerances, tax implications, performance expectations, asset allocation, and maintenance procedures.
 
The applicant requires those involved in giving investment advice have a minimum of a bachelors degree and at least three years experience in the financial services industry.
 
Thomas, James F., Jr. (Buddy) - DOB October 1, 1946 
Baldwin Wallace College, Berea, OH - B.A. 1976
College for Financial Planning, Denver, CO  - CFP 1985
American College, Brywn Mawr, PA  - CLU 1987 
October, 1984 - Present - Superior Planning, Inc. President and 
                                       Senior Advisor 
(Superior Planning, Inc., a California Corporation was formerly known as Superior Planning, Inc. an Ohio Corporation, and James F. Thomas Jr. DBA Superior Planning a Sole Proprietor)
 
Mewborn, Amy D.  - DOB June 18, 1976
Valparaiso University, IN  - B.S. 1997
 
October 2001  - Present  - Superior Planning, Planning Officer
June 1997  - October 2001  - American Express Financial Advisors,
                                             Financial Advisor/Paraplanner
                                             CRD# 2889508 
 
 Superior Planning, Inc. exists to enhance the lifestyle, portfolio and legacy of each associated family.  It creates value for the community by providing personal life wealth and business life wealth coaching to a limited clientele and encouraging philanthropy.  The advice is delivered through a series of proprietary programs and may or may not be investment related.
 
The specific program applied is based upon each client's individual vision, values, and goals in the form of long-term strategies; it typically includes advice on income, gift and estate taxes, as well as the purchase, sale, retention or management of various securities and non-securities assets.  Individuals associated with the applicant also offer for sale, at no obligation, life, disability and health insurance, annuities, mutual funds, privately managed accounts, and participation in various types of limited partnerships, pre-listed REITS and other equity participation such as limited liability company interests.
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	Text23: Coaching and advice is currently delivered through the proprietary programs listed below and customized to each individual client's needs and circumstances.  
 
1 - The Superplan® Program is described on Schedule F Part II 1.D.
 
2 - The Widow Bridge® Program is described on Schedule F Part II 1.D
 
3 - Family Office ProgramSM is described on Schedule F Part II 1.D.
 
Some individuals associated with the applicant are registered representatives of Capital Analysts Incorporated, a NASD Registered Broker/Dealer and Registered Investment Adviser.  The local Office of Supervisory Jurisdiction is Pacific Southwest Financial, Inc., located at 4275 Executive Square, Suite 900, La Jolla, CA  92037. 
  
On a limited basis, the applicant also provides a fee based asset allocation service utilizing, but not limited to SEI Corporation's portfolios and the SEI Family of Funds. Participating investors appoint the applicant as their representative with a limited discretionary authority to their account to effect exchanges between specific investments utilized by this service.  Participating investors authorize and limit the applicant's power with respect to the investment account, to rebalance and/or reallocate assets according to the strategic asset allocation model selected.  This limited discretionary power of attorney is a continuing power and, remains in full force and effect until the agreement is canceled.  Any such revocation shall not affect any transaction initiated prior to such cancellation.  For this service, the applicant receives compensation as stipulated in separate individual client agreements.
 
Superior Planning, Inc. may utilize the expertise of other Registered Investment Advisors to assist in the process of establishing, reviewing and preparation of investment advice for which there is no additional charge unless otherwise stipulated and agreed upon by the client.
 
Clients are under no obligation to purchase investments or insurance through the associated individuals and are free to choose the source through which to implement investment advisory and insurance recommendations.
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	Text27:  Individuals associated with the applicant are also a licensed insurance agent in the states of California, Ohio, Utah, Florida, Colorado, Texas, Nevada, Arizona, and Pennsylvania. 
 
Pacific Southwest Financial, Inc. provides general insurance agency services to individuals related to the applicant.  
 
Individuals associated with the applicant offers securities and investment advisory service through Capital Analysts Incorporated, an NASD Registered Broker/Dealer and Registered Investment Advisor, which may be considered a conflict of interest to objective planning.  Individuals related to the applicant may buy or sell securities that it recommends to clients for itself.
 
The applicant discloses such conflicts of interest; restrictions; and procedures.  These include securities, insurance and other financial products offered at no obligations to the advisory client; the limitation of services to not include accounting or legal functions; and, the procedure of distinguishing planning services and products from implementation with securities and other financial products.
 
The applicant restricts the engagement of clients to those who see the value of the process's and whose personal and financial situation warrants the fee.  Customarily, families who have engaged the firm have had a net worth in excess of $2,000,000 and/or an annual income of $250,000 per year.
 
The applicant provides broad based wealth coaching, management, and disposition advice for its clientele.  This advice is based upon a proprietary process called the The Superplan® Program, which addresses lifestyle, portfolio, and legacy planning issues, individually and/or collectively.
 
The clients, at their option, may engage in initial or subsequent service of the applicant for analysis, review and updating.  Client investment portfolios are generally invested for long term holding periods and do not require frequent reviews.  However, periodic reviews with the client are scheduled either at the request of the client or advisor as necessary.
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	Text29: Reviews are conducted regularly, or on demand by members of the advisor team.  Both individual position and portfolio reviews are conducted.  Individual position reviews are ongoing.  Portfolio reviews are at least quarterly or at the clients request.
 
Clients may request periodic reviews and updating of their accounts at any time.  The review report may or may not contain investment advice regarding the clients assets.  Clients using related investment advisors and investment company portfolios also receive regular statements of portfolio valuation and performance.  Clients may receive statements directly from related advisors and investment companies. 
 
 Individuals associated with the applicant suggest their availability as registered representatives of a NASD Broker Dealer and life and disability insurance agents but also emphasize the unrestricted right of the client to decline to implement any advice as well as the right of the client to select and use any broker dealer or insurance agent they choose.  Therefore, it is the right of the client to determine the objectivity of the advice and the reasonableness of commissions to be paid.
 
The value of products, research and services is not a factor selection of a broker dealer by the applicant.
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